This article analyses the process of creation and transfer of entrepreneurial competitive advantages in large family firms of three dynamic emerging economies of the 21st century: Brazil, Mexico and China.
Introduction
Entrepreneurship has been in many ways determined by prevailing institutions, but at the same time it is also true that entrepreneurs have often been attracted by the opportunity to modify existing rules of the game and institutions that determine the compensation for their activities (Baumol 2010, 172) . The management literature about entrepreneurship in developing economies reveals this close ambivalent relationship between entrepreneurs and the institutions in which they operate (Morck, Strangeland, and Yeung 2000; Casanova 2009; Landes, Mokyr, and Baumol 2010) . Unfortunately, there are not many analyses that take into account path dependence in the study of firms in emerging economies, with significant exceptions (Jones and Wadwani 2006 , 2007a , 2007b . This is, however, particularly important in understanding the historical roots of global giants from developing economies that are today successfully competing in global markets with multinationals from the developed world. Many external and endogenous factors behind the creation of big global giants are not entirely new, as the conditions favouring their growth are in some cases similar to the factors that favoured the growth of the big MNEs born a century ago in the U.S., Germany, or Japan, or almost two centuries ago in Imperial Britain (Jones and Khanna 2006) . Studies on the competitive advantage of MNEs from emerging economies point out, for instance, that they are competitive today because they are experts in: working around institutional voids; raising capital and talent by trading on their reputation; reducing the costs of training their managers by hiring graduates from local business schools which have programs imitating those from top U.S. and European programs; exploiting the understanding of local product and factor markets; and demonstrating an excellent experience in execution (Khanna and Palepu 2006; Guillén and García Canal the strategies used to create and transfer entrepreneurship between generations in some of the largest family firms in Brazil, China and Mexico. On the other hand, they also show that there are no magic tools or formulas to transmit the entrepreneurial spirit, but that there are some common practices that enable the creation of a "positive environment" for the successful transfer of entrepreneurship from one generation to another in large family-controlled businesses. Among these potential best practices we can highlight: promoting the in-depth knowledge of the company and the sector, facilitating the creation and use of social networks, encouraging the university training and education in management of family members, hiring outside consultants (as much for family matters as for strategic management of the business sphere) Despite the similarities, the particular way these best practices are designed and put into practice vary significantly in each case and country, according to: a) the strong influence of path dependence and the dominant local institutional rules of the game; and b) the singular needs and origins of each family group.
The text is organised as follows: the first section of the article presents the theoretical framework of the research. The following sections compare evidence from the three case studies of the large family-controlled business groups in question: Pao de Açúcar (Brazil), Grupo Carso (Mexico) and Hutchison Whampoa (China). The three groups own and control firms that are among the largest firms of their countries and among the top ten largest family-controlled groups of Latin America and Asia. A study of how these companies have created and transferred entrepreneurship is, therefore, of great significance for understanding the creation and transfer of wealth and employment that affect entire sectors and regions in several countries. The last section offers the main conclusions of the article.
Following the classic work of Schumpeter (1942) , the interest in entrepreneurship has emerged in the last decades, when scholars from different disciplines have enriched the debate by responding and generating new research approaches (Acs and Audretsch 2003) . The present article does not attempt to offer a complete overview of the topic. Rather, it will highlight some theoretical points that have helped shape the framework of our empirical research related to family businesses in emerging economies of the world.
The present article is heavily influenced by debates on entrepreneurship developed in Business History. In this social science a group of historians and historical sociologists began to study the mentality and agency of entrepreneurs in the process of economic change in the early 20 The centre included economists, historians and sociologists, who developed a corpus of research marked by its eclecticism: from socio-cultural studies of entrepreneurial origins, to works on the evolution of industries and organizations. Over and beyond this eclectic approach to "entrepreneurial history", the Center made an extraordinary effort to conceptualise and synthesize the different points of view, and to use empirical research to construct theories of that lack a long-term historical perspectives. The long-term perspective and the analysis of historical and real contexts (core issues of the business history discipline) enable a close examination of how the economic or social context and institutions might influence entrepreneurs and their activities. In fact, the main contribution of business historians in our day is going in this direction.
The role of institutions in entrepreneurship has been largely recognized by business history scholars (Baumol 2010; Jones and Wadhwani 2007a) . Baumol concludes that institutions create incentives that allocate entrepreneurship between productive activities such as innovation, and unproductive activities such as rent seeking or organized crime. This allocation is highly influenced by the relative pay-offs society offers to such activities (Baumol 1990 (Baumol , 2010 Jones and Wadhwani 2007a) . In this light, politics "can influence the allocation of entrepreneurship more effectively than it can influence this supply" (Baumol 1990, 893; Baumol 2010) .
The importance of social networks in entrepreneurship behaviour is also recognized by business scholars in several works. The existing literature on diasporas has strongly contributed to the better understanding of this topic. Different studies have explained how diasporas networks have been determinants in the configuration of international entrepreneurial opportunities, especially in terms of enhancing trust levels, vehicles of information flows and providing financial sources (McCabe et al. 2005 ). Within social networks, family businesses have, in the last three decades, been a particularly productive field of research on entrepreneurship. In fact, family firms have usually been seen as a versatile entrepreneurial response to market failures in the early stages of industrialization (Colli, Fernández, and Rose 2003; Colli and Rose 2008) . Using case studies, or the analysis of a particular sector, district, region or country, many economic or business history analyses have been demonstrating the historical flexibility of family firms to adapt to changes and to innovate, not only in technology but also in terms of management and organization, and in their active insertion in a diversity of social networks (Colli, Fernández, and Rose 2003; Fernández and Puig 2007; Puig and Fernández 2009; Colli 2003; Colli and Rose 2008; Fernández and Rose 2010) . For instance, business historians working on family businesses have made in-depth investigations into the rules and contextual conditions that marked the preparation for intergenerational succession (Colli, Fernández, and Rose 2003) , pointing out the influence of the situation of community-based technical and business education (Colli, Fernández, andRose 2003; Fernández and Puig 2004) , the influence of religion and community (Colli, Fernández, and Rose 2003) , the impact of legislation or legal framework (Fernández and Hernández 2010) and the professionalization in modern family firms (Puig and Fernández 2008) .
Several business historians have recently encouraged researchers to broaden the theoretical implications of their empirical evidence (Cassis and Minoglou 2005; Jones and Wadhwani 2006) . Family business research is one of the most interesting fields of research in which the relationship with other disciplines has been more fruitful in the last decades, as family firms are a common topic of study of many disciplines (Anthropology, Psychology, Law, Sociology, Business History, Management, in particular). The influence of family dynamics in entrepreneurial processes in family firms is a relatively emerging topic in the study of family although some scholars have dealt with the differences in innovation between family and nonfamily firms (Mork et al. 2000) , the performance implication of entrepreneurial behaviour in family firms (Kellermanns et al. 2008) , and the linkages between organizational culture and the entrepreneurial process (Hall et al. 2001 Focusing on the specific topic of this article -the intergenerational transfer of entrepreneurship in family businesses -previous literature from Babson College highlighted the importance of the dynamic capabilities perspective in explaining the family-specific enablers and drivers for intergenerational entrepreneurial behaviour (Salvato and Melin 2006) ; as well as the importance of sharing new ideas to avoid lock-in and inertia and the risk of the "lengthening shadow" of the founder that could condition a lack of entrepreneurial orientation in new generations and an inward-looking culture (Fernández and Rose 2010) . These ideas are critical for this article. We understand dynamic capabilities as defined by Teece et al. (1997, 516) : "the ability to integrate, (Teece et al. 1997) .
Especially significant for a study on the transfer of entrepreneurship in family businesses is also the economic and business history literature about how institutions and networks can influence entrepreneurial behaviour, and how entrepreneurs can at the same time influence the institutions that set the rules of the game for businesses at each particular moment in history (Baumol 2010; Fernández and Rose 2010) . The importance of networks is a central hypothesis of this research, mainly to determine its possible influence during the transference of entrepreneurial push and innovativeness from the founder to next generations. Following these ideas, a central assumption of this article is that firms are embedded in social networks of relationships (Granovetter and Swedberg 1992) , which in turn influence their entrepreneurial process. We consider entrepreneurial networks in a broad sense (or as a working definition) as "a complex mixture of multiplex social and professional ties, all of which tend to contain both affective and instrumental elements, bonded by trust" (Anderson et al. 2005, 139 The arrival of Li Ka-Shing as the chairman of the company drastically changed the style of management and the priorities of the company, and caused a reshuffling of the board. In 1979 the company was a diversified transport, industrial and property group. 8 During the first years of the 1980s, the growth strategy of the company was clear and it had three main aspects. Firstly, Li restructured some lines of business, buying out a number of minority interests within the group. Secondly, he improved the transport-container division (the project of Hong Kong
International terminals, the group's container terminal, and a joint shipping company with a
Glaswegian firm based in Hong Kong and Bermuda, and with offices in London). 
Grupo Carso
According to its website, Grupo Carso was born in 1980. 39 The real foundation of the group began a few decades before, because as it happened in the Hutchison Whampoa´s story, the history of Grupo Carso is the history of a family and an entrepreneur. In the case of Carso, this story is in many ways the life of Carlos Slim and his family. The new scenario enabled Slim to diversify his core business in a promising area:
telecommunications. The same had happened during the same period in the Chinese case study May 2017, the market capitalization of Carso Group, the holding company, which engages in the retail, industrial, and construction business, was $10.5 Billion (Forbes).
In parallel with his business interests, and in the same way followed by the Chinese Li Ka Shing, Slim has developed an intense philanthropic activity, both in his own name and through Dalla Costa 2009, 149) . This happened at difficult macroeconomic times.
The financial needs almost strangled the reengineering process. In October 1995, to finance the new growth strategy with higher investment needs, the company conducted an initial public offering. They were, again, pioneer on the use of this formula. Pao de Azucar "was the first issuance of preferred shares by a food retailer to begin trading on the São Paulo Stock
Exchange". The public offering occurred in May 1997, (US$172.5 million raised) and as a result, the company represented the first ADS listing on the New York Stock Exchange by a
Some final remarks
The long-term analysis of external and internal contexts of three significant case studies like the family controlled groups of Hutchison Whampoa (China), Grupo Carso (Mexico) and Pao de Açúcar (Brazil) suggests that there are at least six comparable aspects in the way large family businesses create and transfer the entrepreneurial spirit from generation to generation, despite the internal business differences revealed in Appendix 1. 
